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On the Cover 


. . 9 
Spring again. 


Every Seventh Family 


A review of the picture from The Chanticleer, publi- 
cation of the Rotary Club of Bristol, Pennsylvania: 

Credit this intangible has many meanings and 
even shades of meaning if checked by Webster. We 
were shown one side of it when our new member, Ken 
Brandau, manager Girard Finance Company, gave us a 
Classification Talk by showing us the film entitled Every 
Seventh Family. \t dealt with the commercial side of 
credit where and when the people need small financial 
assistance to tide them over various economic crises. As 
Ken stated, years ago this was a real blood-sucking busi- 
ness where usurious interests were charged when unfor- 
tunates needed financial assistance. Thanks to the work 
of the Russell Sage Foundation, the spotlight of publicity 
was thrown on this factor of society. The outgrowth was 
the Uniform Small Loans Act. Fortunately Pennsylvania 
was one of the first states to pass this law which is now 
also written into the statutes of 30 other states. 

The social set-up, together with the individual make- 
up. makes it so that a certain segment of our popula- 
tion is quite often in hot water regarding finances. This 
class of society has no credit established where they can 
go to our local banks to borrow money, They have what 
is termed unsecured collateral. They must depend on 
their working ability. Small loan finance companies will 
check their jobs and standing and loan them certain 
sums. usually not over $300. Records show that one 
family out of 7, one time or another, needs this assistance. 

\ good follow-up at a later date would be to give us 
actual cases. without names. that have come under Ken's 


observation in this field of finance. 
« 


Union leaders would benefit themselves and their fol- 
lowers greatly if they held the belief of their first great 
leader, Samuel Gompers. He held that the worst crime 
an employer could commit against his workers was to 
fail to make a profit. Mr. Gompers was smart enough to 
know that a company that does not make a profit is 
headed for failure and that ends employment and the 


paying of wages to workers.—Curtis Courier 


New Members 


The 1950 membership campaign is rolling along under 
the direction of its General Chairman, Ray E. Vester. 
State membership chairmen have been appointed in each 
state where there are companies which are eligible for 
membership in the National Association. Applications 
are coming in rapidly and the Executive Committee has 
already approved 25 companies with 28 operating offices 
for membership. Another large batch is accumulating 
for presentation at the next meeting of the Committee. 
The names and locations of the companies approved for 
membership since the beginning of the year are listed 
below. 

If there are companies in your community which you 
feel would be benefited by membership in the National 
Association, write to us about them and they will be 
Help us 


to make this a banner year in gaining new members. 


referred to your state membership chairman. 


Kiva Investment Corporation, Tracy, California 
First Finance Company, Denver, Colorado 
Homestead Loan Company, Homestead, Florida 
State Finance Company, Caldwell. Idaho 
Union Loan Company, Chicago, Illinois 

Budget Finance Company, Waukegan, Illinois 
Jay Barmish Loan Company, Des Moines. lowa 
Leonard Bruns Finance. Inc.. Des Moines, lowa 
Gem Loan Company, Mt. Pleasant, lowa 

Atlas Loan Service. Inc., Baltimore 1, Maryland 
Essex Finance Company, Inc., Essex, Maryland 
Mt. Rainier, Maryland 


Silver Spring, Maryland 


Local Finance Company, Inc.. 

Fair Loans, Inc.. 

Genesee Finance, Inc.. Flint, Michigan 

South Jersey Credit Company, Inc., Camden, New Jersey 

Ideal Finance Company, Merchantville. New Jersey 

Foundation Investment Company, Carlsbad, New Mexico 

Friedman Finance Company, Columbus, Ohio 

Family Finance Company, Ogden, Utah 

St. George Finance Company, St. George, Utah 

Temple Credit Company, Spanish Fork, Utah 

Lee Loan Company, Seattle, Washington 

Northwestern Acceptance Company, Milwaukee, Wiscon- 
sin 

Racine Citizens Loan and Investment Co.. Racine. Wiscon- 
sin 


Rhinelander Finance Corporation, Rhinelander, Wisconsin 


1950 Convention—National Consumer 
Finance Association 


September 2 


, 22 and 23 


Edgewater Beach Hotel, Chicago, Illinois 
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Food for Thought 


Culled from Here 
and There 


MOVAAAUOUEOAAAUOGOAUHUOUOAAYAUOUAUHUUUUGNAUEUCUAOUUOOUGOAUOOOGEAUUUUEATYUOUGGAATOUGOAAEUGAAATOUAEDTOOOOATTOCONA TOCA ATATOU TATTOO TATOO AnNT OO UnNNTO UT TNNTUU 


GROWTH OF THE PUBLIC DEBT 


Percentage Relanomhip to Grows Notona! 





Realism has given way to an 
illusion that something for nothing can 
be had by the manipulation of currency 
and the pyramiding of the public debt. 
This mechanism has no brakes nor 
warning signals. It is “all sail and no 
anchor.” The nations are heedlessly 
capacity and the 
people have no means of knowing in 


the gold 


living beyond their 
contrast to conditions under 
standard, how far down the read to dis- 
aster they may be 
New England Letter of the 
National Bank of Boston 


First 


The February total of all con 
; $662.000.000 
from the all-time high of $18,788. 
000.000 reached last December. Accord 
ing to the Federal Reserve Board. the 


sumer credit was down 


February decline largely reflected a cut 
hack of $274.000.000 in non-instalment 
Credit 
for the purchase of autos continued to 
rise in February but the total of all 
consumer credit declined $221,000.000 
to $18,126.000,000, the Federal Reserve 
Board reported. Auto credit was up 
$79,000,000 to $3.258.000.000 and the 
$1.262.000,000. 
Instalment credit generally was higher 


credit, chiefly charge accounts. 


vear-to-year gain was 
in February than in January and was 
$2.553.000,000 on a year-to-year 
to $10.892.000.000. 


basis 


Credit practices and terms which 
act partly as a stimulant to buy, produce 
only a temporary false economy and 
defeat fundamental purposes of credit. 
Credit practices which encourage cash 
purchases, which call for substantial 


down-payments and short maturities 
when employment and income are high, 
and which display confidence in the 
future of established borrowers when 
the business trend is downward. help 
to create real business soundness. We 


may have a tendency to underrate the 
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average instalment buyer. He is credit- 

wise. The standards and measuring 

rods he uses may be far less scientific 

than our own, but he comes up with the 

right answer to his own situation. 
William F. Kelly, Vice President, 
Pennsylvania Company for Banking 
and Trusts. 


The fundamental purpose of 
credit in any form, in good or bad 
times. is to help qualified individuals 
acquire goods and services and thus 
contribute to the growth and stability 
of the national economy. You, as con 
sumer credit lenders, carry a large part 
of this responsibility. Credit policies 
must be geared to current conditions. 
An established policy of easy credit 
terms as standard credit terms disturbs 
this flexibility. 

Instalment credit terms that are too 
easy in times of prosperity tend to pro 
vide an unnecessary stimulant to busi 
ness activity. Eventual repayment of 
these “easy” loans is a depressant when 
business activity is declining. Consumer 


credit lenders can make a real contribu 


tion toward maintaining sound credit 
terms by taking the lead in adopting 
sound credit policies. 

F. Raymond Peterson, 
Bankers 


President, 
{merican {ssociation. 
Advertising food for thought 
Mr. Carl Byoir, the Public Rela- 
tions expert behind the A&P advertising 
campaign directed at combating the gov 
ernment anti-trust suit, contends insti- 
tutional advertising can sell more goods 
than merchandising advertising. Mr. 
Byoir said, “We have a proved convic- 
tion (readership results of recent A&P 
ads) that straight institutional advertis- 
ing. persuading people that a company 
is a good citizen and that it treats its 
customers and workers fairly and makes 
some outstanding contribution to the 
American way of life, will sell more 
goods than ads describing the merit 
and price of produc ts.” 


By holding to the principle of 
self-government, we give dignity to the 
individual and, at the same time, we 
place on him great responsibility. We 
are dedicated to the idea that individ 
uals should have maximum opportunity 
to realize their individual capacities 
spiritually, intellectually and materially. 
But equally we rely on individuals to 
exercise the powers of self-government 
in a responsible fashion. A free society 
can be preserved only by responsible 


‘ itizenship. 





MEETING 
ILLINOIS 
Faust Hotel. Rockford, May 25 
La Salle Hotel. Chicago, October 
24-25 
IOWA 


Hotel Russell-Lamson, Waterloo, 
May 11-12 


KENTUCKY 
Irvin Cobb Hotel, Paducah. May 
16-17 
MARYLAND 


Indian Spring Country Club, Silver 
Spring, June 14 
Baltimore, October 14 


MICHIGAN 


Belvedere Hotel, Charlevoix, June 
29.30 
Statler 
24-26 
NEW HAMPSHIRE 
Club. 


Hotel, Detroit, October 


Manchester Country Man- 


chester. June 13 





SCHEDULE 


NEW JERSEY 


Trenton Country Club, Trenton, 


June 8 
Essex House. Newark. October 1] 
OHIO 


Deshler-Wallick Hotel, Columbus, 
October 17-19 


OREGON 
Eugene Hotel. Eugene. May 20 
Multnomah Hotel. Portland. No- 
vember 18 
PENNSYLVANIA 
Reading, May 10 
September 13 
Philadelphia. November 10 
VIRGINIA 


Chamberlain Hotel, Old 
Comfort. October 18-19 


UTAH 
Brighton. July 1 











Are U.S. Figures on Debt Correct? 


By SYLVIA F. PORTER 


Are the Government's official figures 
on consumer credit outstanding (now 
recorded at over $18 billions) vastly 
overstated, shockingly inaccurate? I'm 
beginning to suspect this could be. 

Are Washington's 


about a “credit” inflation in America 


mounting tears 


fears based in large part on the Federal 
Reserve Board's consumer credit sta 
tistics—-unwarranted therefore? 

William Cheyney, executive director 
of the Retail Credit Institute of 
America, is the credit authority respon 
sible for my writing the two vital ques 
tions above. 

Mr. Cheyney 
analysis of the Reserve Board’s con 
hitherto 
few of us have even thought of ques 


wrote me a detailed 


sumer credit figures—which 
tioning. I've just finished a study of 
his surveys and a comparison of his 
points with the official data. 

Mr. Cheyney has a story which de 
mands printing. For, as I’ve reported to 
you, economists using the Reserve's cal 
culations have been expressing growing 
concern over the soaring total ot private 
debts 


President iN 


Truman quoted the Re 
serve’s consumer credit figures as justi 
fication for his plea to Congress for 
reimposition of controls over instalment 
buying. 

But how reliable is this yardstick all 
of us have been using to measure the 
extent to which we're going into debt? 

What really have we been talking 
about ? 


* * * 


The Reserve's official figure of 
billions for consumer credit compares 
with $8 billions in 1939. The total has 
been skyrocketing since the war, is still 
rising steadily and rapidly. 

But, says Mr. Cheyney. let's break 
down the total and look into its variou- 
parts: 

1) First off, he declares the Reserve 
Board itself now admits it has overstated 
the total by more than two billions 
which would cut the over-all sum to 
around $16 billion 

The explanation: a “more than 667 
per cent error in single payment loans, 
particularly in loans of over $3,000." 
rhat’s quite an error! 

(2) Next. while economists always 
separate the entire field of real estate 
ownership and maintenance from the 
consumer credit” class by definition 
the Reserve injects $1 billion of “in 
sured repair and modernization loans” 
nto its consumer credit statistics 

Cheyney: “I think most economists 
if they knew this billion was included 


[4] 


in the total would extricate it. It rep 
resents maintenance of savings in the 
form of real estate, not consumer buy 
ing.” 

(3) Third and highly important, in 
cluded in the total is a $3 billion item 
representing charge accounts. If we 
accept the official definition of consumer 
credit as “the mortgaging of future in 
come to pay for current purchases,” 
Mr. Cheyney insists most of this charge 
account total should be eliminated. 

Cheyney: “You and I and others pay 
our charge accounts with wages and 
salaries earned during the same period 
in which the account balance is created 
Three-fourths of it is paid off before the 
Reserve figures get to the Government 
Printing Office.” 

(4) Another 


credit,” accounts for $1 billion more 


segment, “service 
“It's safe to say that 50 per cent rep 
resents the bills of business firms for 
these utilities, not consumer accounts at 
all.” 

(5) Then there’s automobile paper 
The total of motor vehicle financing is 
tallied as a debit against consumers. 

Cheyney: “But an analysis of the 
motor industry shows that 55 per cent 
of total production is for non-consumer 
use. I didn’t think it could be possible 
until I banks and 


finance companies only to find it 


began sampling 


true.” 
(6) Finally, loans. “A 
very large percentage of these, reported 


instalment 


to the Reserve as ‘consumer. are busi 
ness and professional loans en an in 
stalment basis. A tremendous seg 
ment is secured by stocks, bonds and 
real estate. 

“It will interest you to know that the 
banks themselves show surprise at what 


the analysis discloses.” 
* * oe 


It's full of startling jolts. all right 
I'll willingly concede that to Mr. Chey 


Now don't work on things that will be expensive to 
hove repaired after you get through fixing them! 


ney. And if his case is sustained, the 
entire debt picture is drastically altered; 
we're not nearly as close to the danger 
line of debt as officials have suggested 

At the very least, the official vard- 
stick we've so long accepted has been 
seriously challenged—and is open to 
serious argument. 


Vew York Post 


The Greatest Standing 
Offer Ever Made! 


The greatest standing ‘offer ever made 
has been in effect since the days of the 
colonists. It is simply—Reward for 


extra effort. 


basic fact of human nature 
that people will work amazingly hard 
if they get something extra for doing it 
This basic fact. down through all the 
years of America’s history, has stimu 
lated Americans to invent new and bet 
ter machines, to invest in new. busi 
nesses, to create the world’s leading in 
dustrial plants, and to compete in free 
markets for the sale of the goods pro 
duced. 


Our productive efficiency has resulted 
in constantly higher wages and shorter 
hours. No wonder that here in these 
United States. with something like seven 
per cent of the world’s population, our 
production, which is our wealth, is more 
than that of all other 
bined. 


nations com 


Productive efficiency has been the 
secret of America’s success. It has been 
the prevailing factor in shorter hours, 
higher wages and the highest standard 
of living ever known in this world. 

Higher pay and shorter hours are the 
result of increased efficiency, not the 
cause of it. They are the rewards for 
extra effort. The little things that we 
do that seem to es« ape unnotic ed by 
our superiors are really not unnoticed 
Chey are the things that show up in our 
individual performance above what is 
expec ted of us to do an “average” job 
Individually, perhaps, they don't 
amount to much; but. collectively they 
can mean the difference between good 
and average performance. 

This standing offer is still good 
will be good as long as America re 
mains free. Your chance to cash in on 
these rewards for extra effort is good 
as long as you believe in this basic con 
cept: 

The Better We Produce The Better 
u e Live 4 


Interstatements 
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The New Look in Finance Offices 


By IRVING J. APPLEFELD 


Wr. {pplefeld is Vice President o} 
the City 
Baltimore, 


Finance Company, Inc., of 


Var yland. 


“What a fine looking office you have 

its so different from other finance 
companies.” This and similar com- 
ments are what our customers, compet! 
tors, and friends have been telling us 
after seeing our new office that opened 
on January 3rd. Loan managers have 
asked their supervisors to visit our office, 
supervisors have passed the word along 
to their headquarters, and within the 
past month we have been visited by ex- 
ecutives of several of our competitors 
who wanted to see “the new look” in 
finance offices. Because the comments 
have been so favorable and enthusias 
tic. we would like to pass on to the in 
dustry some of the ideas that we have 
tried in our new office 

Our office is located on the ground 
floor in the heart of the downtown shop 
We have the 


ground floor and basement. each floor 


ping area of Baltimore. 


comprising about 3000 square feet. The 
front of our office is very modern with 
a large picture frame window with an 
offset of glass brick. 
neon sign with our name and address 
on it and the word “Loans” blinking off 
and on. The entrance has double doors 


We have a large 


for in and out traffic. 

As you enter the office. there is a 
foyer and then two steps up to the main 
floor. The 


flower boxes filled with greens. 
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foyer is decorated with 


At the 


head of the two steps is our lobby 
which seats twelve people comfortably, 
and yet leaves sufficient room for the 
payment counter and for the reception- 
ist, the first person that you meet when 
you enter the office. Our receptionist 
handles all traffic in the office as well as 
all incoming telephone calls. At the 
receptionist’s desk there is a control 
panel of light switches which enables 
her to assign vacant closing rooms to 
customers. Our receptionist, too, has 
the intercom control station at her desk. 
which intercom system enables her to 
reach the manager, assistant manager. 
collection manager, or any of the girls 
at their desks. In that way. she is able 
to direct the proper personnel to each 
closing room and thus save a great deal 
of time. 

Our closing rooms are uniquely dif 
ferent and we are very proud of them. 
There are no doors, merely entrances: 
but each office is built on an angle so 
that it is impossible to see the customer 
from the outer office. The closing rooms 
are built to a height of three grids. the 
lower two grids being of wood and the 
upper grid of flutex glass. In each clos 
ing room there are three comfortable 
chairs and a built-in table, wider at the 
wall side and tapering toward the en 
This enables the 
customers to be seated without crowd 


trance to the office. 


ing and at the same time conserves 
space and enables us to have eight clos 
ing rooms, In each room there is a 


magazine wall rack with reading matter 


of a general nature and pamphlets about 
our business. 

Each of our girls has a sixty inch 
steel desk with a linoleum top and a side 
arm typewriter. We have found that 
the girls do their work faster and more 
accurately when they have a large un 
obstructed desk area in which to work. 

The ceiling of our office is acousti- 
cized and the floors are of green asphalt 
tile. Our walls are painted rose beige 
which together with the green floor, 
white ceiling, and bleached walnut fix- 
gives our office a warm and 
friendly appearance. The entire first 
floor is air conditioned. 


tures 


The front portion of our basement, 
which has an attractive stairway lead 
ing to it, is air conditioned and has in 
it lavatories, a lounge room for our em 
ployees, and space for future develop- 
ment. The rear portion of the basement 
is used as our stationery room and for 
record storage space. 

We are pleased that our customers 
find it comfortable to do business with 
us in our new office; we are flattered 
that Mr. Dolliver told us that Ever) 
Seventh Family could have used our 
office as it’s set; but most of all, we are 
delighted that our employees say, “It's 
wonderful to work in the new office.” 

The next time you get to Baltimore. 
We shall 
be happy to show you our idea of the 
office of 1950. 


wont you drop in to see us. 


XO 
RESERVE OFFICERS 


NATIONAL DEFENSE WEEK 


MAY 13-20 


The twenty-fourth National De- 
fense Week will be observed this 
year May 13 through 20. The Reserve 
Officers Association, a non-profit organi 
zation of Reserve Officers from all of 
the Armed Forces, is sponsor of the 
Week, during which the attention of the 
American public is directed to the mili- 
tary state of the union. 


[5] 





Collection Practices 
of Nebraska Small Loan Companies 


By HAROLD JOHNSON 


Vr. Johnson is Assistant Director of 
Banking for Nebraska and supervises 
the consumer finance companies in that 


State 


It has been publicly charged from 
time to time that the small loan com 
panies used harsh and abusive tactics 
in collecting from delinquent borrow 
ers. In some cases these allegations 
have been made on a national basis. 
Since the Department of Banking of 
the State of Nebraska is charged with 
the enforcement and administration of 
the small loan law of Nebraska. we 
naturally have been interested in 
whether the assertions had any basis 
in tact. 

{t various times we have made per 
sonal investigation and inquiry of bor 
rowers, classified both as to those with 
delinquent and prompt accounts, as to 
the treatment received from the Ne 
We have thought that 
it was our public duty to determine 


braska licensees. 


just what practices are being used by 
our small loan companies. 

As a background to this investigation 
we have found that nearly 83 per cent 
of the loans made are for the purpose 
debts 
tracted and owing to doctors, dentists, 


of consolidating already con 


hospitals, department stores, furniture 
and appliance stores, and many other 
sources. This means that most of the 
loans made by the Nebraska licensees 
are for the purpose of helping the debt 
laden person through the payment of his 
numerous bills and consolidating his 
obligations into one contract to be 


repaid upen a budget plan. Our inquiry 


of borrowers of this type makes a very 
good comparison as to the collection 
tactics used by credit departments of 
some stores, professional bill collectors 
and some attorneys. 

In practically all cases of inquiry 
we have found that the treatment re- 
ceived from small loan companies was 
far superior to that received from 
sources where accounts have become 
past due and where their accounts origi- 
nated. Many of the people offered high 
praise for the service rendered to them 
by the small loan companies in helping 
them to budget their indebtedness and 
pay for it on an orderly payment plan. 
Previously they were bothered by col 
lectors from various stores at all times 
of day and night which disrupted them 
They said that some 
collectors had been very abusive and 


in many ways. 


had approached them in such ways and 
times to make it very embarrassing. 

4 very interesting observation was 
made when it was discovered that in 
some instances where a customer had 
paid off his open accounts by the con- 
solidation of his debts through the as 
sistance of a small loan company, the 
salesman for some of the same mer 
chants then solicited the borrower to get 
in debt again with new purchases. It 
appears to be a continuous cycle. 

Our investigation reveals that the 
Nebraska small loan companies have 
been and are now using reasonable col 
lection practices. We plan to continue 
our periodic surveys on this subject, 
as we believe it is important to the 
licensees and the industry in general 


Collections 


By ALLAN S. JOHNSON 


Vr Johnson is collection manager of 
the Merchants Investment Company, of 
Omaha, Nebraska. He made the fol 
lowing address before the Convention 
and Annual Meeting of the Nebraska 
{ssociation of Small Loan Companies 


\ manager of one of our large com 
panies once said, “The answer to col 
lections is to keep up to date— never 
let the debtor get too far behind.” 

I firmly believe that those of us who 
have had any experience with collec 
tions realize the truth of this statement, 
but also realize that this is much easier 
said than done 
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Why do people pay debts let us 
put it this way: Why do you pay your 
debts? Here are three quick reasons 
why you pay your debts: (1) Honesty 
(2) Pride (3 

Keep these motives in mind when you 


Desire for good credit 


follow past due accounts and if they 
are the reasons you pay they will be 
the reasons others will pay. 

Here is where the tactful collector 
comes in. They tell me that the word 
tact is taken from the Latin word tango 
which means “I touch.” and a tactful 
person has a quick intuition of what is 
fit. proper, and right 

People have been known to postpone 


payment of an obligation because a col 
lection procedure had annoyed them 
and they decided because they did not 
like the letter or call to let them wait. 
You can’t drive people but you can per 
suade them and the signed contract is 
your bill of rights to collect. 

A policeman enjoys a certain psycho- 
logical advantage when as a policeman 
he can boss a whole crowd of people 
by merely asserting his right. When he 
tells them to move off the sidewalk or 
to move on, he usually does not hit 
them over the head, so when he moves 
a crowd he merely insists they go and 
they do go because he has a right to 
demand it and the people know it. 

It is because we have a right to de 
mand money when it is due that we 
ask for it and if we know how to play 
upon the mind of the debtor, we can get 
that money in the great majority of 
cases without the necessity of any re 
sort of force. And here again tact 
comes in. 

Have you ever heard about collection 
resistance? We hear a great deal about 
sales resistance. Sales managers lec- 
ture their salesmen about it and the 
salesman often lies awake nights plan- 
ning how to overcome it. When he can 
get his prospect to the point where he 
wants the article more than the money 
that it will cost him, the battle is won 
for the salesman. 

Vow, oftentimes collection resistance 
enters the picture. After the contract 
is signed the customer may have some 
regrets and the picture of recurring 
payments may dull his enthusiasm for, 
and enjoyment of, the article purchased. 

Therefore, the collection man must 
He must keep 
sold continuously — by 


also be a re-salesman. 
his customers 
bringing them back to the state of mind 
in which they decided to buy. It is fair 
to assume that if the customer wanted 
the piano or automobile enough to 
agree on a purchase price, he is still 
of the same mind or may be brought 
back to it. 

This principle of resale can be very 
important. By emphasizing this prin 
ciple we can keep in the background the 
disagreeable fact that the customer will 
be held to the contract if necessary. 

I have read that about 22 per cent 
of the public are 12-year-olds mentally 
Add to this group the many who are 
emotionally weak. and you have a great 
number who are the first to be offended 
and the last to understand. But the 
fault lies not entirely with the debtor 
\ collector must bend over backwards to 
be patient and oftentimes sympathy 
wins 

Psychologists have said, “Rejoice 
with those that do rejoice and weep 
with those that weep.” Now I do not 


mean to use crocodile tears, but some 
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times sympathy with the unfortunate 
man has been the most effective method 
of collection and through that source 
you can get some debtors back to the 
habit of paying promptly. 

Honesty is a basic motive for paying 
debts. The great mass of people are 
honest. Those who fail to pay within 
a designated period delay not because 
of lack of honesty, but because they are 
careless, hard pressed, irritated, and 
reasons. Take for 
granted they are honest until they have 


dozens of other 
proved they are not. Force is the very 
last resort. 

You will recall the old statement. 
“You can catch more flies with molasses 
than you can with vinegar,” and the 
thought that a man owes money does not 
necessarily stamp him as a social out 
cast or someone always to be shunned. 
In many instances, he may be a high 
type of man and also the fact that he 
owes money does not give the collector 
any license to talk to him like a traffic 
officer sometimes does to a bewildered 
motorist. 

Over a period of years it has been 
proven that many people who never 
asked for extra time, sometimes find 
themselves with savings depleted 
through extra expense, illness or in- 
jury and even among ranks of the un- 
employed. In the majority of cases, 
these people recover at least to a great 
degree and will be the customers of 
years to come; but when they resume 
buying or borrowing they will not re- 
turn to those firms who dealt harshly 
with them and were not sympathetic in 
the days of their distress. They in- 
stinctively will turn away from all that 
reminds them of the years of bitterness 
when the bottom seemed to drop out. 

An elephant is driven by a man who 
sits astride his neck and drives a short 
pointed stick into a sore spot on his 
neck until it is sometimes blackened 
with the blood and flies. But an ele- 
phant is about the only thing driven 
that way. Many unsuccessful and tact- 
less collection men try to carry on in 
just that fashion. 

The second of my three quick reasons 
for paying debts was pride and many 
people pride themselves in the fact that 
they have always been able to take care 
of their obligations and when vou tell 
a customer that he should be proud of 
the way he has taken care of his obli- 
gation and that he has always been de- 
pendable, you again make a fresh ap 
peal to his pride—for example, you 
might say, “A man in your standing will 
no doubt get squared away in the very 
near future.” 

A credit appeal is an appeal to rea 
son. One of the strongest reasons for 
paying is that the debtor may be in a 
position to get credit in the future. 
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The ordinary borrower has a feeling 
that if he does not pay an obligation the 
general public in some manner will find 
out about it and this is more or less 
true. 

There should be a close cooperation 
between the collection department and 
the credit department if they are sepa- 
rate. 

The debtor taxes the credit man into 
his confidence and he should not hesi- 
tate to answer necessary questions the 
credit man should have to give or not 
If he per- 
forms this function properly, the col- 


to give the credit or loan. 


lection department will have a simpler 
job and the customer will realize that 


involving himself is a serious business 
and that he is expected to meet neces- 
sary requirements. 

I have given you only a few reasons 
to show you collections are intricate and 
challenging and that it calls for ingenu- 
ity, sympathy and understanding. 

However, collectors must take it for 
granted that the customer will pay. 
Perhaps how to mak» him pay is some- 
times like a game, but at all times be 
determined to win that game if you, as 
a collector, are convinced from a study 
of the case that the man can pay. You 
must be determined he must pay and 
that there is no alternative. 


Credit 
By CARL E. SCHEER 


Mr. Scheer is loan supervisor of the 
United Financial Service, Omaha. Fol 
lowing are excerpts from his address to 
the Convention and Annual Meeting of 
the Nebraska Association of Small Loan 
Companies. 


In the future as in the past, business 
conditions are going to change upward 
or downward from time to time. The 
development of the automobile bank- 
rupted many inter-urban transit lines! 
Natural gas is rocking the coal in- 
dustry! We cannot tell just when or 
where pockets of unemployment will 
hit. So we feel that there is no sub- 
stitute for a Sound Fundamental Credit 
Policy which can be readily adjusted 
to changing conditions. 

In my opinion the credit policy you 
follow today should be based on (1) 
What you think business conditions will 
be like a few months from now, and, 
(2) the way the loans you made in the 
past are working out, that is, your 
analysis of amount of collection work re- 
quired, losses, profit, ete. 

Regarding business conditions, obvi 
ously you will want to keep abreast of 
the times and know what economists 





“O'Malley- you're fired |” 


and experts predict for the future, BUT, 
be careful, if you are from Nebraska, 
to get Nebraska weather reports. Many 
general business forecasts for New York 
or Los Angeles are not appropriate for 
the men actually interviewing and mak 
ing loans of $200.00 and $300.00 in 
Columbus or North Platte, Broken Bow 
or Omaha. 
in the east might take a long time to be 
felt here, and many of us feel that if 


A predicted business slump 


you can see safely ahead for six months, 
your lean will be reduced enough to 
Be an expert at analyz 
ing business and agriculture in your 


assure success, 


own community, keep your ear close to 
the ground and know what is going on 
at home. At the same time, keep one 
eye on the horizon for any distant storm 
clouds or indication of a good business 
upturn coming on a national scale. 
Regarding the second basis for deter- 
mining your policy (how loans you 
made in the past are working out) we 
all know that credit policy and collec 
tions are closely related. Every loan 
made is a trial balloon sent out which 
may later affect your credit policy by 
If too many loans 
trouble, the 
normal tendency is to tighten up on the 


the way it turns out. 
start causing collection 
credit. You've all gone through the 
experience of seeing a certain loan, or 
several loans of a certain type, go bad 
and immediately said to yourself, “No 
more loans like that one.” 

The bad feature of this is that it’s 
a little like shutting the barn door after 
the horse has already left and the 
damage is done. Whoever sets your 
credit policy, ine luding yourself, should 
be so close to collection problems that 
he can sense the need to revise the 
credit policy in plenty of time, before 
too many losses have been put on the 


books. 
[7] 





And you, or your top credit man, and 
everyone making loans, must know the 


capabilities and limitations of the col 


lection department, because a good col- 
lection organization can handle loans 
that a poor one had better leave alone. 

Another question entering into the 
credit policy is, “What is the objective 
of the organization?” Do you want 
aggressive expansion, willing to carry 
heavy past dues, or do you want a con- 
servative, safe business with maximum 
economy of operation and personnel ? 
I am reminded of a friend of mine who 
has an office in a middle sized Nebraska 
town, who seldom makes a loan outside 
the city limits. He simply doesn’t like 
chasing accounts and so makes sure that 
all his customers are within a mile or 
so of his office. He's successful—has 
all the business he wants—and can take 
a 30-day vacation each year without 
worry about collections. Is his credit 
policy wrong? Not from his stand- 
point! Do you have a clear cut objec- 
tive of what you hope to accomplish 
this year? Does everyone in your or- 
ganization know what goal you are try 
ing to reach and the credit policy you 
are using to attain it? 

As you know, analysis and appraisal 
of credit risks require careful study 
of a multitude of factors including 
familiarity with the community, the 
habits of the people. etc. Decisions 
should never be based on whims or 
The credit policy should 
established and then it 
should be maintained over a reasonable 


prejudices. 
be properly 
period of time. You must be able to 
charge off a bad credit one moment and 
readjust yourself mentally so as to re 
view a new application fairly the next 
minute. 

You should not 
losses down to zero nor should your 


attempt to keep 


losses be excessive over a given period 
of time. There is an in-between point 
where the greatest amount of business. 
with a reasonable loss ratio. can be 


maintained. 


Return to Fundamentals 


Just after the war. loan outstandings 
shot upward. It was the golden era, a 
beom period for all. Lately, along with 
other industries, we have generally had 
a levelling off period, even a few spotty 
months, like taking a few bumps on a 
rough stretch of road after riding on 
smooth pavement. Of course we all 
want to get over this rough stretch in 
good healthy condition. 

To have our business in good shape a 
vear trom now, we must he cautious, 
careful, and alert—at the same time 
pushing hard for business to keep up 
our outstanding. One important thing 
that we must NOT be. we must not be 


careless, or incomplete about our credit 


[8] 


granting. We set up reserves for losses, 
and we expect a certain number of nor- 
mal credit losses—but too easily these 
losses may be “careless losses” instead 
of credit losses. A loss incurred be- 
cause of incomplete check of court 
house records, or no credit report, or 
not filing a mortgage, or not securing 
complete required insurance coverage, 
should not occur. Your policy should 
be to check carefully every loan appli- 
cation, make every necessary investiga- 
tion and inspection, complete no loan 
until all is 100% in order, and follow 
through on every loan after it is com- 
pleted to be sure of these things. Take 
no chances, leave nothing to guess work. 
In the end, because of collection work 
saved, it takes no longer to do this job 
right and thoroughly than it takes to 
rush completion of a loan and not take 
all the necessary precautions. Do not let 
any borrower “talk” you into complet- 
ing a lean until you, yourself, are 
ready to complete it. Learn to say 
“No,” when it should be said. If you 
have to say “no” too often, work out 
another mailing list, or advertise to 
more people so that in spite of more 
NO’s you can still say YES often 
enough to maintain your outstanding. 

As you may have guessed, I am stress- 
ing fundamentals of our business 
keeping your house in order during 
these next months and years, so that 
you can weather any storm. In the end 
you are going to be ahead by so doing. 
And, in the final analysis, isn’t it good 
business always to have your house in 
order? 

The loan applicant is attracted to you 
by expensive advertising and you must 
then appeal to him by the SERVICE 
you give. This means a _ reasonable 
place for the customer to visit with you, 
a skillful interview securing all the data 
you need, and to gain the applicant's 
These 


things are a part of Credit because you 


complete confidence in you. 
cannot weigh and decide on a loan 
properly unless you have all the facts 
What good does an excel 
lent “Credit Policy” do you if the cus 


before you. 


ey 


i 


“Please eat your supper, Junior. You want to grow 
up to be big and strong like Rover, don't you? 


tomer isn’t properly put at ease and 
“sold” on you, your firm, and this in- 
dustry? 

The new loan applicant should then 
be promptly investigated, security in- 
spected at the customer's first conven- 
ience and any other checking that is 
going to be done, such as court house 
check, should be done immediately. A 
good investigation will smoke out a poor 
credit risk. 
It is poor business to go into time con 
suming detail checking 95°% of our ap 
plicants if we are careless on a few and 
put troublesome loans or losses on our 
books. No one whose credit is really 
okay minds your investigating him. 


Investigate every applicant. 


Then gather all these facts together 
and analyze them. Have several mem 
bers of your organization trained to sit 
with you in a “Credit Committee” on 
border line cases. I recommend this 
procedure, even if you only have one 
helper or a girl cashier. Train them to 
be advisers—ask them questions—credit 
By then using 
the 5 points of credit, which I will ex 
plain, a beginner should be able to 


is only common sense. 


decide on a questionable loan applica- 
tion. 

And of the utmost importance is the 
need for prompt business-like approval 
or rejection. Undue delay in “making 
up your mind” will weaken the cus- 
tomer’s confidence, may even embarrass 
him, and is a poor way to start the loan 
off. Have a friendly but firm way of 
closing loans. 

I recommend a Credit Policy for the 
future based on FIVE points of Credit 
when analyzing an application. You've 
heard of the 3 C’s of credit 
following 5 points in judging a loan: 


I use the 


Income. 
5) Purpose. 


(1) Permanency, (2) 
Security, (4) Credit, 

The degree of permanency required, 
the amount of income, security. etc. are 
then judged strictly according te com 
mon sense, and the answer as to whether 
to approve or reject the loan will be 
evident to you by the time you finish 
analyzing it this way. Do not ignore 
any one of these points completely 
say NO if the application just won't 
measure up to standards. Certainly 
say NO if an application falls flat on 
any two of the five points. 


Character-Credit 
Character refers to a man’s credit 
rating. and especially how he has paid 
It is 
one of the most important items to con 


previous instalment contracts. 


sider. If a man has a poor credit re¢ 
ord which indicates that he has had 
repossessions and caused his creditors 
trouble collecting from him then there 
is no reason to suspect that he will be 


Continued on Page 11) 
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Personalities 


Elsie Adams, manager of the Inter- 
state Finance Corporation office at Hop 
kinsville, Kentucky, was recently nomi- 
nated as the “Interstate Manager of the 
Year” by the company’s Ten Year 
Booster Club members. 

She won the second annual “Manager 
of the Year” award on the basis of out- 
standing operation of her office in com- 
petition with fifty-three other Interstate 
branch managers and was awarded a 
plaque and a cash prize for her success. 

Miss Adams has been an Interstate 
branch manager since September, 1942, 
having served as cashier of the Hop- 
kinsville office since joining Interstate 
in July, 1940. 

Born in Crofton, Kentucky, she at 
tended grammar school and graduated 
from high school in Hopkinsville. She 
graduated fourth highest in her class 
and was a member of the National 
Honor Society for scholastic excellence. 

During the war years Miss Adams 
debated frequently with herself whether 
she should become a Red Cross worker 
and resign her position or continue 
in the finance business and serve on 
local Red Cross units serving near-by 
Camp Campbell, Kentucky. She took 
the latter course and her evenings and 
week-ends were devoted to helping the 
soldiers while her days were filled with 
serving the public in the consumer 
finance field. 

Miss Adams has been a member of 
the Hopkinsville Business and Profes 
sional Women’s club for many years, 
and in May of 1949 was elected presi 
dent of the group. 

She is entitled to hold the Interstate 
“Manager of the Year” plaque for one 
year at which time a new Manager of 
the Year is named. If she wins the 
award for three years, the plaque re- 
mains permanently in her possession. 
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WENTY Years Ago in the News 
Personal Finance News, May 1930 


National Officers, 1929-1930: 


President, Albert P. Snite; Vice President, T. M. Kauf- 
man; Executive Vice President, W. Frank Persons; 
Treasurer, T . J. Harrison; Secretary, Edgar F. Fowler 


Theodore Roosevelt once said, “Every man owes a part of his time 
and money to the development of the business or industry in which he 
is engaged.” 

Wr TO OS™ 

The National Bureau of Economic Research estimates that the total 
realized income of the people of the continental United States in current 
dollar, has grown from $65,494,000,000 in 1919 to $89,419,000,000 
in 1928, an increase of 35.6 per cent. The bureau states that national 
income in 1910 was $29,605,000,000 which indicates an increase of more 
than three-fold in about twenty years. 


War TD COS“ 


A Northwest department store is endeavoring to reduce delinquencies 
in open accounts by charging interest when accounts are in arrears more 
than sixty days, the Department of Commerce reports. 


WOT OY 


In the personal finance business there is a manifest desire to get at 
the basic economic facts upon which the business is dependent for its 
growth and its sustenance—a desire to ascertain what, if any, relation 
exists between it and other factors in the economic structure of the 
country. 

Notwithstanding the popular misconception that hard times are good 
times for the personal finance business, it is fairly well established that 
this is not at all the case. Obviously a business that depends primarily 
for its security upon the assured earning power of its patrons cannot 
move forward as certainly in time of unemployment and business dis- 
location as when the payrolls of the country are enjoying a general 
stabilized condition. At the same time it is probable that the actual 
facts in this connection have not generally been studied nor ascertained. 

—John Marrinan. 


WH TO Oey 


To understand the management problems of the personal finance busi- 
ness and to differentiate it properly from other businesses engaged in 
the lending of money, a clear-cut comprehension of the essential ele- 
ments of each type of operation is required. Banks, building and loan 
associations, mortgage companies, credit unions, Morris Plan banks, dis- 
count companies, personal finance companies—each has its own place 
in the complex structure of American credit; each has its own constitu- 
ency; each has its own peculiarities which, in the last analysis, dictate 
the overhead cost to be met if it is to survive. 


—M. Austin Potter, Director, Ohio Association. 
WH TO Oey 


. . . The essential point is to maintain a rate which will sustain the 
service within the entire range of the demand by all borrowers who 
are entitled to it. Competition within the business will always tend 
to encourage operation below this maximum rate as cheaper capital be- 
comes available and economies are effected in management. 





A Glance at What They Are Doing 


John T. Snite (left), chairman of 
the consumer finance group of the Busi 
ness Division, 1950 Red Cross Fund 
Campaign in Chicago, turns over check 
representing 116 per cent of his goal 
to Ronald M. Kimball, chairman of the 
Business Division. On the day before 
the launching of the 1950 campaign, 
Mr. Snite reported 103 per cent of his 
goal. The Business Division covers 
solicitations in 74 businesses, trades. 
professions and governmental agencies 


in the Chicago Chapter area 


John G. Nichols, manager of the 
Danville Loan Company, Danville, Illi 
nois, was chosen general chairman for 
the 1950 Red Cross Fund Campaign. 
which was staged in Vermillion County 
through March. 

Mr. Nichols is a combat veteran of 
World War If and has served as a 
volunteer worker for the Red Cross 
since his discharge. He is president of 
the Danville Rotary Club, a member of 
the Curtis G. Redden Post 210, Ameri 
can Legion: memorial Post 53. Am 
Vets: Danville Chamber of Commerce: 
is a past president of Red Mask Players 
and has served as a volunteer worker 
for Community Chest campaigns 


John D. Whitsitt. 
Model Finance Company of Chicago 


manager ot 


Heights, arranged an outstanding pro 
gram for the Kiwanis Club there. One 
hundred and three persons were in 
attendance and the booklet ° The Con 
Illinois” 


Cuests 


sumer Finance Business in 
was distributed to each one 
included Lou Boudreau, famed baseball 
star; presidents of both local banks: 
Mrs. Helen Sergeant, manager of the 
Chicago Heights Credit Bureau: the 
mayor of the city and two other officials 


Olen IL. Kull, publi: 


also attended. 
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relations representative of Household 
Finance Corporation, delivered a talk 
on “The Consumer Finance Industry” 
which proved to be very interesting and 
was well received. The industry movie 
Every Seventh Famity was shown. 


Robert B. Money of Shelbyville. 
district manager for Capital Finance 
Corporation, Columbus, Ohio, addressed 
a dinner meeting of members of the 
Southeastern Conference of the National 
Association of Bank Auditors and 
Comptrollers at Batesville, Ind., on the 
evening of March 15th. 

Bob’s subject was unannounced, but 
it's dollars to doughnuts the address 
was angled toward consumer finance. 
There are 28 member banks in the 
Southeastern Conference and 95 people 
turned out for the dinner meeting to 
hear Bob's flow of oratory. 


Dr. Ernst A. Dauer, director of 
Consumer Credit Studies for Household 
Finance 
dressed members of the Finance Club 
of Indiana University and guests on the 
economics of consumer credit on Thurs- 


Corporation, Chicago, ad- 


day evening, April 27th. The meeting 
was held in the Business and Economics 
Building on the campus at Bloomington. 
The faculty of the school of business 
invited all persons interested in con- 
sumer credit to hear Dr. Dauer’s ad 
dress. 


C. L. Humphries, president of 
Friendly Finance, Inc., Paducah, Ken- 
tucky, had the honor of presenting the 
Friendly Finance sportsmanship trophy 
to Bob Hardy. a student at Tilghman 
High School. It is awarded in competi 
tion among all the high school basket 
ball players in the entire Kentucky 
First Region which includes Western 
Kentucky and approximately fifteen to 
twenty high schools. The nominations 
for the winner were made by the ref 
erees of the First Region and young 
Hardy was chosen out of eighteen nomi 
nees. Friendly Finance is proud of its 
As far as is known, 
this is the first time that sportsmanship 


handsome trophy. 


has been acknowledged to the individ 
ual player—at least in that part of 
the country. The idea has been well 
accepted not only by the players but 
by the coaches. principals of all the 
schools and the spectators. It will be 


an annual event. 


The Ohio Association of Small 
Loan Companies developed an idea 
at its recent meeting which was quickly 
put into effect. As a result the finance 
companies aren't just in the finance 


business these days. They've gone into 
the “citizenship” business. 

In Ohio, at least, they’ve taken it upon 
themselves to build “full-time citizens” 
in their communities. 

“We just decided we were as well 
equipped as any private industry to 
tackle the job,” said Gil Bilenkin, presi 
dent of the Ohio Association. 

Here’s what the finance people are 
asking their clients and friends in a 
citizenship quiz: 

“Do you find out election issues? 
Attend local political gatherings? Hear 
both sides? Know the issues? 

“Do you vote intelligently in all elec 
tions? 

“Serve gladly on juries? 

“Join local civic groups? Help im 
prove your community's schools? 

“Vote in union elections and commu 
nity meetings?” 

If this answer is yes to every question, 
you're a “full-time citizen.” Mr. Bilenkin 
said. 

The association launched its cam 
paign with the first of a series of 
posters reminding people to get in there 
and vote. 

The president said he felt the cam 
paign got under way a bit late for the 
coming primary elections, but that it 
would be “in full swing” before the fall 
general elections, when the finance peo- 
ple hope to boost the percentage of 


voters appreciably. 


John H. Breen, treasurer of the 
Citizens Loan Corporation of Chicago, 
has been appointed chairman of the 
Personal Finance Group in the Cancer 
Fund Drive for 1950, it was announced 
by the chairman of the Finance Division 
Mr. Breen is also a member of the 
Board of Directors of the Hlinois Asse 


ciation. 


Household Finance Corpora- 
tion has started a new magazine cam 
paign, using color pages in alternate 
months in Look and Saturday Evening 
Post and featuring its branch man 
agers. The managers will tell how 
they decided to grant loans to various 
borrowers (the latter with fictitious 
Household has also added 
full pages to its heavy schedule of 


names}. 


small-space newspaper ads (via Le 
Vally. Inc.. Chicago). 


Every Seventh Family will be 
shown to 50 American Legion Posts in 
Cook County, Hlinois. This will serve 


as excellent distribution to important 
groups of opinion-forming people. Ar 
rangements and the actual showing of 
the film will be handled by John R. 
Corcoran of Time Finance Company 
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Federal Reserve 
Board to Revise 
Statistics on 

Consumer Credit 


The Federal Reserve Board is over 
hauling its statistics on consumer credit 
with the aim of making them more 
accurate. 

The change is expected to clip about 
$2 billion off the total credit figure 
which stood at $18,126 million on 
March 1. 

Officials said the entire reduction will 
come out of the single-payment loans 
class, which totaled $3,007 million at 
That type ot 
loan is one that is repayable in a lump 


the beginning of March. 


sum 

No change will be made in data on 
instalment credit. 

Under the revised system, only those 
single-payment loans under $3,000 will 
be counted. The old system had no “cut 
off” point, although the Board took pre- 
cautions to confine the count to loans 
to individuals. 

Officials said the Board felt that the 
larger loans in that class did not actu 
ally reflect consumer credit. 

It will be three or four months before 
the revised system is put into effect. 
officials said, explaining that it will 
take some time to adjust past figures 
to the new system so they will be com 
parable. 


Credit 
Continued from Page 8 


a profitable account for you. There is 
such a thing as a borrower in financial 
difficulty who wants to rehabilitate him 
self, but these cases certainly require 
the service of an experienced loan man 
ager who knows the complete history of 
the individual case. 
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You do not want even a well secured 
loan if there is going to be trouble col 
lecting every payment. Expect to get 
your loan repaid out of income, not 
from the security on the loan. 


Purpose 


The reason for borrowing money 
should have an important bearing on 
your credit analysis. Sometimes it may 
be difficult to see why the reason for 
borrowing should enter into the pic 
ture, but in most cases, a loan for a 
good, sound, constructive purpose has 
a better chance of being successful and 
repaid promptly than a loan, for in- 
stance, to buy a luxury item which is 
out of the borrower's class. 

The main purposes for borrowing are: 


4. CONSOLIDATE INDEBTEDNESS 


One of the best type loans, since you 
borrower's 
monthly payments and set his indebted 
ness up on one monthly payment to you 


can usually reduce the 


instead of payments on several obliga- 
tions each month. It is best to consoli- 
date all his indebtedness in this type 
loan. If this type loan is handled 
wisely, and a budget worked out with 
the borrower, you have the opportunity 
to help him out of debt. 


B. PuRCHASES 


Loans to purchase clothing or fuel 
or household equipment are among the 
best. Loans to buy expensive luxury 
items may indicate living beyond the 
borrower's means and possible delin 
quency. 

When the purpose of the loan is to 
buy an auto, remember that the bor 
rower will have the additional expense 
of upkeep of the auto each month. If 
he has not had an auto in the past this 
will no doubt upset his budget for some 
time. 


C. Mepoicar, DentaL Expenses 


This type loan is also one of the best 
There is usually some element of emer- 
gency in the application and the bor 
rower usually is very cooperative. If 
you explain the loan terms carefully, 
you will usually have prompt payment 
and a good customer for future business. 


D. Caprrat Loan (Money Usep 1s 
BUSINESS} 


Of all the purposes for which money 
is borrowed, this one deserves the most 
careful scrutiny and skepticism on our 
part. Especially is this true when 
somebody is going to try to start up a 
business on a shoe string. Most busi- 
nesses can get their capital at the banks 

they cannot afford to borrow at our 
small loan rate for their business pur- 


poses. 


Microfilm Edition 
of the News 


The National Consumer Finance As 
sociation has entered into an agreement 
with University Microfilms, Ann Arbor, 
Michigan, to make available to libraries 
issues by volume of Consumer Finance 
Vews in microfilm form. 

One of the most pressing problems 
facing all types of libraries today is 
that of providing adequate space for 
a constant flood of publications. Periodi 
cals pose an especially difficult problem 
because of their bulk and number. 

Microfilm makes it possible to pro 
duce and distribute copies of periodical 
literature on the basis of the entire 
volume in a single roll, in editions of 
30 or more, at a cost approximately 
equal to the cost of binding the same 
material in a conventional library bind 
ing. 

Under the plan, the library keeps 
the printed issues unbound and circu 
lates them in that form for from two to 
three years, which corresponds to the 
period of greatest use. When the paper 
copies begin to wear out or are not 
called for frequently, they are disposed 
of and the microfilm is substituted. 

Sales are restricted to those subscrib 
ing to the paper edition, and the film 
copy is only distributed at the end of 
the volume year. 

The microfilm is in the form of posi- 
tive microfilm, and is furnished on metal 
reels. suitably labeled. Inquiries con- 
cerning purchase should be directed to 
University Microfilms, 313 N. First 
Street, Ann Arbor, Michigan. 


The trouble with worrying so much 
about your “security” in the future is 
that you feel so insecure in the present 


Harlan Miller. Des Moines Register 


OPENING A 
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Build fast, profitable loan volume with 
successful direct mail ANNOUNCE- 
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chain companies EVERY TIME they 
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Excerpts from the Bulletin of the Law Forum 


Small Loan Law Decisions and 
Rulings 

Convenience and Advantage. Ap- 
peals from denials of licenses under the 
Nebraska small loan law have been 
taken to the District Court of Lancaster 
County, Nebraska, by Motors 
tance Corp., John Gasper, and Theo- 
dore L. Kowalski. Motors Acceptance e 
Corp. seeks a license to make loans ex 


Accep 


clusively on automobile security with 
its place of business in the display room 
of an automobile dealer. The Nebraska 
Banking Department found that the 
issuance of the license would not pro- 
mote the convenience and advantage of 
the community. A similar finding was 
made in the Gasper case. The con- 
stitutionality of the convenience and ad- 
vantage clause of the small loan law 
is attacked in both cases. 

An appeal has also been taken in 
Washington state from the denial of 
two licenses under the convenience and 
advantage clause of the Washington 
small loan law. Household Finance 
Corp. v. State, Super. Ct., Thurston Co.. 
filed January 18, 1950. 

District of 
Held Invalid. 
issued last September by the District 
of Columbia Commissioners were held 
invalid. 


Columbia Regulations 


Small loan regulations 


The Commissioners sought to 
justify the regulations on the basis of a 
fragmentary small loan act of 1913 and 
the General License Law of 1932. The 
regulations would have applied to lend 
ers charging 6° per annum or less as 
well as lenders charging more than 6% 
per annum, although the small loan law 
applies only to lenders charging more 
than 6%. The court ruled that neither 
law gave the Commissioners power to 
regulate lenders whose charges do not 
exceed 6°. Columbia Auto Loan, In¢ 
v. Young, U.S.D.C., D. of Col.. Civ. Ac 
tion No. 4558-49, decided February 8, 
1950. 
Nebraska 


tions. A case pending in the Nebraska 


Sales Finance Transac 
Supreme Court presents the question 
whether either the usury or small loan 
law applies to a sales finance transac 
tion when the finance company which 
purchased the sale contract specified 
the amount of the time price differen 
tial after the cash price was agreed 
upon and when the finance company 
was a small loan licensee. The trial 
court held that the transaction was sub 
ject to the usury law and forfeited the 
time price differential because it ex 
ceeded the maximum interest permit 
ted by the usury law. On cross-appeals 
the purchaser contends that the small 
loan law applies. including the invalid 
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ity penalty for excessive charges by a 
licensee, and the sales finance com 
pany contends that neither the usury 
law nor the small loen law is applicable. 
Underwriters Acceptance Corp. vy. Dun 
kin, No. 32692. The finance company 
relies primarily on Grand Island Fi- 
nance Co. v. Fowler, (1933) 124 Neb. 
514, 247 N.W. 429, which discloses 
similar facts except that the finance 
company was not a small loan licensee. 


Note: Reversed by Nebraska Su- 
preme Court, March 23, 1950. 

New Mexico Loans Exceeding Small 
Loan Size. A New Mexico small loan 
licensee also engaged in floor planning 
automobiles is not prohibited from mak 
ing loans exceeding $500 (the New 
Mexico small loan size) if the interest 
charge does not exceed the general 
usury maximum of 10° per annum. 
The court stated that the loans were 
made under a floor plan mortgage and 
referred to a provision of the small loan 
law which exempts “bona fide commer 
cial loans made to dealers upon per- 
sonal property held for resale.” The 
trial court had found that the interest 
rate was *4 of 1% per month and had 
refused to find that a reserve held by 
the lender on sale contracts which it 
had purchased from the dealer was a 
usurious charge for the floor plan loans. 
Spain Management Co. v. Packs’ Auto 
Sales, Inc. (N. Mex. Sup. Ct.. Jan. 3. 
1950) 213 Pac. (2d) 433. 

Storage and Repair Charges on Ohio 
Floor Plan Loans. A trial court has 
held that an Ohio small loan licensee 
who was also engaged in floor planning 
automobiles violated the small loan law 
by charging the dealer for storage and 
repairs in connection with two de 
faulted floor plan loans. It held the 
loans void. Each loan was for less than 
$1,000 (the Ohio small loan maximum 
size}. but the total exceeded $1,000. 
The interest rate was 8° per annum 
(the usury maximum), but the mort 
gages provided for storage and repair 
charges in case of default and fore 
When the dealer could not 
pay. he gave blank certificates of title 


closure. 


to the lender who sold the two automo 
biles for $1,690. The lender then 
claimed a deficiency of $663.77 which 
included $20 storage and $495 repairs. 
In one case, the lender claimed it was 
required to pay the charges to get pos 
session. The lender contended that it 
had made the loans under the usury 
law and not as a small loan licensee 
and, therefore, the loans were not sub 
ject to the small loan law. The court 
held that it was immaterial whether 
the lender acted as a licensee or non 


licensee because in either case the small 
loan law applied, and that the storage 
and repair charges were prohibited by 
the provisions applicable to non-li- 
censees as well as the provisions appli 
Vurphy v. Citizens 
Discount Corp., Ct. of Common Pleas. 
Jefferson County, No. 39843, decided 
January 16, 1950. The basis of the 
holding that the storage and repair 
charges violated the provisions of the 


cable to licensees. 


small loan law applicable to non-li- 
Assum 
ing such a violation to have occurred, 


censees was not clearly stated. 


the loans were clearly void. 


Insurance 


Missouri. Loans conditioned on the 
borrower's purchase from the lender of 
credit life, health and accident insur- 
ance, and fire insurance on personal 
property securing the loans were held 
to be usurious. The court cancelled 
the chattel mortgage and awarded the 
borrower judgment for $215.63 which 
consisted of $15.63 excessive interest 
and $200 attorneys’ fees. Rukavina v. 
{ecounts Supervision Corp. d/b/a Vic- 
tor Finance Co., Cir. Ct.. Jackson 
County, decided December 29, 1949, 
order modified March 2, 1950. The 
order stated that the lender offered no 


evidence. 


Other Decisions and Rulings 


Borrowers’ Damage Suits. A finance 
company was held liable for libel be 
cause it posted on plaintiffs’ store cards 
stating. “¢ ollectors Notice. It is neces 
sary that you get in touch with our 
manager. By doing this at once you 
will save yourself inconvenience and 
extra expense.” The name of plaintiffs’ 
employee who managed the store was 
Plaintiffs alleged 
that they were not indebted to the 


typed on the cards. 
finance company. \ jury awarded 
$1,000, but the judgment was reversed 
on appeal for error in permitting the 
original plaintiff to join as co-plaintiff 
] alker 
1949) 


his wife. who was his partner. 
v. Sheehan (Ga. App.. Dec. 2. 
56 S.E. (2d) 628. 

In another Georgia case, the same 
court held for the finance company. 
The complaint alleged that the defend 
ant finance company sent plaintiff. a 
pipe-cutter, who was not indebted to 
the company. a collect telegram read 
ing. “Must have March payment imme 
diately or legal action,” and later a simi 
The court held that it 
did not state a cause of action for libel 
or invasion of right of privacy. Davis 
v. General Finance & Thrift Corp. (Ga. 
App.. Jan. 6, 1950) 57 S.E. (2d) 225. 

A case pending in the Kentucky 
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Court of Appeals presents the question 
whether a loan company invaded a co 
maker's right of privacy by sending a 
letter to his employer which stated that 
the borrower was in default, that the 
co-maker was his cousin and had re 
fused to pay. The co-maker asked 
$15,000 damages. He appealed when 
the trial court sustained a demurrer to 
his petition. Briefs were filed in De 
cember, 1949. Turner and 
{etna Finance Co., Jeflerson Cir. Ct. of 
Com. Pleas, 3rd Div.* 

Nebraska Credit Unions. The At 


torney General held that a cooperative 


V oneye vw. 


association can be a credit union mem 
ber if the members of the association 
and the credit union have a common 
bend, but mere stock ownership in the 
cooperative association is not a suff 
cient common bond. The opinion, dated 
December 20, 1949, amends an opinion 
dated September 30, 1949 holding that 
a cooperative association can not form 
a credit union. However, the Decem 
ber opinion reaffirms the portions of 
the September opinion which held that 
a business corporation may not join a 
credit union and that membership may 
not be drawn from two or more groups. 

Rights Affected by Motor Vehicle 
Title Certificate. Mortgages on a trac- 
tor and trailer, properly recorded under 
the Indiana chattel mortgage law but 
not disclosed on the motor vehicle title 
certificates, were enforced against an 
innocent purchaser. The bank took 
possession of the title certificates when 
the loan was made but later returned 
them so the borrower could obtain a 
license. Community State Bank y. Cris 
singer (Ind. App. Ct., Dee. 15, 1949) 
89 N.E. (2d) 78. 


out that the Indiana law does not pro 


The court pointed 


vide for recording liens on motor vehi 
cle title certificates and that the bank 
had relinquished the certificates for a 
legitimate purpose and made reason 
able efforts to recover them. It thus 
distinguished this case from Nichols v 
Bogda Motors, Inc. (1948) 118 Ind 
App. 156, 77 N.E. (2d) 905, which held 
that a Michigan chattel mortgage on an 
automobile was unenforceable against 
an innocent Indiana purchaser because 
the mortgage was not recorded on the 
title certificate in accordance with the 
Michigan law. 

Invalid Assignments of Accounts 
Instruments in the form of assignments 
of accounts receivable to secure loans 
were held to be mere promises to repay 
from the proceeds of the accounts and 
not to transfer title to the accounts 
The account debtors were not notified 
of the assignments and the assignor was 
permitted to collect the accounts and 

* Cases dealing with invasion of rights 
in attempting to collect debts are collected 
in 55 A.L.R. 971, 106 A.L.R. 1453, 138 
A.L.R. 91, and 168 A.L.R. 462 
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deposit collections in its own bank ac 
count. Consequently, the officers of the 
assignor which became insolvent were 
not guilty of conversion in using collec 
tions for the general purposes of the 
assignor. Hirsch y. Phily (N. J. Super. 
Ct... Nov. 23, 1949) 69 Atl. (2d) 585. 

Interest Rete After 


Notes bearing interest at 


Massachusetts 
Maturity. 
3% per annum “until maturity” were 
held to bear the Massachusetts statutory 
rate of 6% after acceleration of matur 
ity, but the court said that the notes 
would have continued to bear the con 
tract rate after maturity if it had not 
been limited to maturity. Thompson 
v. Getz (C.C.A., Ist, Dec. 8, 1949) 178 
Fed. (2d) 325. 

Priority of Chattel Mortgage Over 
Mechanic's Lien. The question whether 
a Nebraska small loan licensee holding 
a chattel mortgage on an automobile 
had consented to repairs made by the 
defendant and thus subordinated his 
lien to the defendant's artisan’s lien, 
arose in a replevin action brought by 
the licensee. On conflicting evidence 
the jury found in favor of the licensee 
but the trial court ordered a new trial, 
and on appeal the order was afirmed 
because of error in instructing the jury 
that the measure of damages included 
the wrongful detention of the car as 
well as its value. Hickman-Williams 
{gency v. Haney (Neb. Sup. Ct., Jan 
19, 1950) 40 N.W. (2d) 813. 

Bankruptcy. \ 


securing a usurious loan of $4,500 for 


chattel 


mortgage 


which a note of $5,220 was given was 


disallowed on equitable grounds in the 


borrowers — bankruptcy 
when it was found that the holder of 
the mortgage was the actual lender 


although it had taken an assignment 


proceeding 


of the note and mortgage from another 
company which was named as lender 
and mortgagee. The basis of the deci 
sion was that the mortgage affidavit 
was false and “must have been executed 
in bad faith and as a part of a scheme 
to conceal or escape the consequences 
of usury.” In re De Moise (U.S.D.C.. 
N.D. Ohio, E.D., Jan. 18, 1950) 87 Fed 
Supp. 474. 

In Missouri, a bankrupt borrower 
was denied a discharge because he 
gave false financial statements to two 
consumer loan companies. The referee 
found that the borrower had given 
false financial statements but overruled 
the lenders’ objections to a dis¢ harge 
on the ground that the lenders’ charges 
for credit life Insurance were usurious 
and they were barred from opposing 
the discharges under the doctrine of 
“clean hands.” The court reversed the 
referee on the ground that the finding 
of a false financial statement required 
refusal of a discharge irrespective of 
whether the lenders could object. The 
court refused to pass on the usury ques 
tion or whether usurious charges would 
bar a lender from objecting to a dis 
charge. In re Small, U.S.D.C.. W.D 
Mo., W.D. No. 18236, decided Dec. 28 
1949. 

Computing Interest on Face Amount 
of Instalment Obligations. The Georgia 
statute 


permitting 6°) per annum 


on the original amount of an_ in 
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stalment loan was strictly construed so 
as not to apply to a purchase money 
mortgage payable in instalments. Con 
sequently, a purchase money mortgage 
on which 5% interest was so computed 
was held to violate the general 8% 
The 6% 

persons 


usury maximum. statute in 
terms applies to “lending 
money.” Graham v. Lynch (Ga. Sup. 
Ct.. Jan. 9, 1950) 57 S.E. (2d) 86. 
Provident Loan Society Tax Status. 
rhe Appellate Division of the New York 
Supreme Court in a memorandum de- 
cision reversed the trial court’s holding 
that the Provident Loan Society was 
exempt from taxation as a charitable in 
The trial court's decision was 
lending 


stitution. 
based on the premise that 
money at rates lower than those charged 
by other lending agencies and _ in 
amounts and on terms not generally 
proc urable from other sources is a 
charitable activity when no private gain 
can result and net income is added to 
principal. People ex rel. Provident 
Loan Society of N. Y. v. Chambers (Sup. 
Ct.. App. Div.. Nov. 14, 1949) 92 N. Y. 
Supp. (2d) 919, rev’g. 88 N. 
(2d) 459. 
Wisconsin Credit 


taken by a credit union may provide 


Supp 
Unions. A note 


for attorney's fees in case of default 
aceording to an Attorney 
opinion dated January 7, 1950 The 
Wisconsin 


small loan 


General's 
opinion distinguished — the 
credit union law from the 
and discount laws on the ground that the 
credit union law does not have a pro 
hibition against extra charges and stated 
that the small loan and discount laws 
prohibit a contract for attorney's fees 
The Attorney General declined to say 
whether a 25° fee would be reasonable 


In every case 


Proposed Federal Trade Commis- 
sion Regulations re Automobile 
Sales Finance 


The Federal Trade Commission held 
its second hearing February 2. con 
cerning proposed regulations for auto 
mobile dealers and sales finance com 
panies doing business in interstate com 
merce The notice of the hearing was 
entitled, 
Rules Covering the Automobile *Pack’ 


The proposals 


‘Proposed Trade Practice 
and Related Practices.” 
stated in the notice were not substan 
tially different from those submitted to 
the hearing held September 15, 1949 
They would require an instalment sale 
contract to disclose the cash price. down 
allowance. insurance 


payment, trade 


cost and coverage. unpaid balance 
amount of finance charge. time balance, 
and number and amount of instalments 
They would prohibit blank spaces in the 


contract. require copy of contract to be 
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delivered to instalment purchaser, pro- 
hibit misleading advertising with refer- 
ence to finance and insurance charges, 
and prohibit use of multiple rate charts. 

All members of the automobile and 
sales finance industries who testified 
appeared to be opposed to the proposed 
Several state 

testified against por 
tions of the regulations which in their 


regulations. imsurance 


commissioners 
opinion would affect insurance com 
panies, on the ground that regulation of 
insurance by the F. T. C. 
Public Law 15 of the 79th Congress. and 


in one or two cases, against all features 


would violate 


of the proposals. 

Mr. Frank Cain, Dallas. attorney for 
the Texas Used Car Dealers Associa 
tion, made the interesting observation 
that. under Texas law. disclosure of cash 
price, unpaid balance, and time price 
differential as separate items would sub 
ject the contract to the usury law. and 
that it would also subject some sales 
finance companies to the Federal per 
sonal holding company tax. 

Better Business Bureau representa 
tives who testified unanimously favored 
the proposed regulations. Michigan Sen 
ator Harold Ryan favored state regula 
tion rather than federal regulation and 
stated that in his opinion a new sales 
finance bill would be enacted at the next 
session of the Michigan Legislature 


Federal Fair Labor Standards Act 
Federal Wage and 


Hour Division has alleged that House 
hold Finance chain 
lender. has violated the Fair Labor 
Standards Act with reference to over 
keeping The 
Commerce allegation reads 
“The defendant corporation 


Litigation. The 


Corporation, a 


time pay and record 
Interstate 

as follows: 
is. and has regularly been. engaged in 
the business of making small loans to 
individuals from its various branch 
offices located throughout the United 
States and Canada. In the conduct of 
its small loan business. the aforesaid 
Lancaster, Pennsylvania. branch office 
of the defendant corporation prepares 
reports and correspondence regularly 
and recurrently for transmission to the 
Home Office of the defendant corpor 
ation in Chicago, Illinois, and regularly 
and continuously uses the mails, radio 
telephone. and other channels and in 
strumentalities of interstate commerce 
and communication. In carrying on the 
aforesaid activities the defendants are 
engaged in interstate commerce and in 
the production ot goods for interstate 
commerce within the meaning of the 
Act.” The complaint was filed on Jan 
uary 27. 1950. The defendant has un 
til March 25 to answer. McComb \ 
Household Finance Corp.. U.S.DA 

E.D. Pa.. Civ. Act. No. 10549. 


In U.S. v. Virgil C. Moore & Dean 
1. Redfield, U.S.D.C.. S.D. Fla. No. 
7433-M-Cr., a lender was indicted on a 
charge that he falsified and concealed 
material facts during an official investi 
gation to determine whether the lender 
was violating the Act. However. the 
indictment does not charge violation of 
the Act with reference to overtime pay. 

New Regulations. New regulations 
define the exemptions of executive. ad 
ministrative, and professional employees 
from the Federal Wage and Hour Law. 
An exempt executive employee must re- 
ceive $55 a week, manage the business 
or department, or subdivision of a de 
partment, and direct two or more em 
ployees. If his salary is less than $100 
per week. he must also hire and fire. 
etc. or influence such action, have dis 
cretion, and devote 80° of his time to 
executive activities unless he is in sole 
charge of a branch office or owns at 
least 20°) of the business. 

An exempt administrative employee 
must (a) receive $75 a week, (b) deo 
primarily office or non-manual field 
work directly related to management 
policies or general business operations. 
and (c) have discretion and independ 
ent judgment. Unless his salary is less 
than $100 weekly, he must also (a 
assist the proprietor or an executive or 
administrative employee, or (b) work 
under only general supervision in spe 
cialized or technical lines requiring sp 
cial knowledge or on special assign 
ments under only general supervision 
and (c) devote 80° of his time to such 
activities The regulations became 
effective January 25, 1950. On the same 
day. the 1949 amendments to the Wage 
and Hour Law increasing the minimum 
hourly wage from 40 cents to 75 cents 
and making other changes became 
effective. The NCFA position that the 
Act does not apply to its members re 


mams une hanged 


Legislative Development 


No small loan bills of importance 
have passed so far this year. A purely 
technical amendment to the New York 
(A.B. 378) was ap 
proved February 13. A Federal inter 
est bill, H. R. 6786 introduced January 


16. would attempt to limit rates on 


small loan law 


loans to individuals to 3° per month 
if enacted. Other bills of interest will 


be reported in the June Bulletin 
« 


Tolerance is the positive and cordial 
effort to understand another's beliefs 
practices and habits without neces 
sarily sharing or accepting them. 


Joshua Loth Liebman 
CONSUMER FINANCE NEWS 





State Association Activities 





New Hampshire 


The New Hampshire Association of 
Small Loan Companies held their an- 
nual meeting on March 8, 1950 at the 
Derryfield Country Club in Manchester, 
New Hampshire. 
at 12:30 P.M. 
called to order by President Jones at 
2:30 P.M. Roll call showed 19 members 
and | 
attendance. 


Dinner was served 
Business meeting was 


visitor present, a very good 

The secretary's report was read and 
accepted. The treasurer's report was 
Frank Gannon 
gave a report on the educational pro- 


read and approved. 


gram he had prepared for the meeting. 
His subject was “Small Loans in New 
Hampshire.” 


covering the following 


topics: 
1. Need for Small Loans 
2. Origin of Uniform Small Loan Law 
}. History of Small Loans in New 
Hampshire 
Reasons for Borrowing 
Rates in Other States 
Retailing Money 
Earnings Compared 
Experience of Rate Reductions 
Need for Adequate Rate 
Recent Legislation in New Hamp 


shire 


Mr. Jones suggested Mr. Gannon’s 
talk be mimeographed and sent to all 
members of the association for their 
perusal, and requested they send in 
any comments or suggestions for im 
provement, etc. to Russell Garland. 

Being the annual meeting, Mr. Jones, 
president, appointed a nominating com- 
mittee of Messrs. Hammerstrom, Bar- 
rett and Dunning, who retired, then 
brought in the following recommenda- 
tions for the Executive Committee for 
1950: Chairman, Frank Gannon, Ed 
ward MacDermott, M. E. Lerch and 
Lloyd Jones. 
elected by the association. 
tive Committee then retired and placed 


They were unanimously 
The Exec u 


the following as officers of the asso 
ciation for 1950: Russell Garland, presi- 
dent; Paul 
Perry Whiting, secretary and treasurer. 


Nelson, vice president; 
President Jones presented the slate of 
officers before the association, and they 
were unanimously elected. 


Pennsylvania 


President E. H. Haupt, backed by 
his Committee on Local Arrangements, 
was determined to make the meeting 
in Pittsburgh this year a close rival 
to last year’s annual meeting in Phila- 
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delphia. Those men did an excellent 
job. It’s good to have this friendly 
rivalry between the east and the west. 
The first quarterly meeting of the 
year is customarily held in Pittsburgh. 
This year it was held February 15 at 
the Roosevelt Hotel. The attendance 
150 at the luncheon and over 400 at 
the banquet— indicates the attractive 
ness of the program that was set up 
and announced. 
of the association in Pittsburgh had soe 


No previous meeting 


many present. 
The quarterly business meeting of 
the association was held in the Gold 
Room of the Roosevelt Hotel, Wednes- 
day morning, February 15, with Presi 


dent E, 
ports of the officers and 


H. Haupt presiding. The re 
committee 
chairmen were rec eived and approved. 
Applications for membership recom 
mended by the Board received a unani- 


Curtis A. Wil- 


liams presented the written report of 


mous affirmative vote. 


the, Public Relations Committee and 
the executive vice president. 

Over 150 members and guests gath 
ered for the quarterly meeting lunch 
eon, which was called to order and pre 
sided over by President Haupt. The 
invocation was given by Reverend James 
F. McNamara, Veterans’ Advisor, Du 
quesne University. 

At the conclusion of the 
John L. Hauser, public 
resentative of Beneficial 


luncheon. 
relations rep 
Management 
Corporation, introduced an unusually 
large number of distinguished guests in 
cluding public officials and members of 
the Legislature. Mr. Hauser then in 
troduced his personal friend, the Hon- 
orable Samuel A. Weiss, Judge. Court 
of Common Pleas of Allegheny County, 
as guest speaker of the occasion. Judge 


Weiss spoke of the great responsibili- 
ties of a conscientious judge and par- 
ticularly stressed his own interest in 
dealing with one of the great social 
problems of the nation, that presented 
by sex offenders. He concluded with a 
ringing appeal for tolerance and good 
will among all Americans. 

Theodore N. Burke, chairman of the 
association’s Executive Committee, pre- 
sided at the afternoon session and pre 
sented the speakers. He first intro 
Robert M. Hodes, president, 
Hodes-Daniel Co., Inc., who spoke on 


duced 


the subject “Business Promotion 


through Advertising.” His message was 
most timely. 

The second speaker was Harry W. 
Gibson, director of consumer relations, 
Capital Finance Corporation. His sub- 
ject was “Modern Techniques in the 
Consumer Finance Office.” 

Mr. Gibson described two types of 
professional service that the Capital 
Finance Corporation has engaged as a 
guide in personnel testing and training. 
One is known as the Shoppers Surveys 
of the Wilmart Research Corporation: 
the other, recordings of telephone con 
versations emanating from loan offices, 
the recordings being made by the Bell 
Telephone Company. Both services give 
checks on the 
manners and attitudes of loan office 


excellent personality, 
pe rsonnel, 

The evening session was the big event 
of the quarterly meeting, opening with 
a banquet. presenting as guest speaker 
Mr. Carl Taylor of Waukesha, Wis 
consin, dinner and dance music by 
Joey Sims’ Orchestra, and interspersed 
with sparkling floor show numbers, con 
cluding with a dance. President E. H. 
Haupt presided, and presented Rev 


Dr. M. Herbert Messner, 
the Evangelical Lutheran Church of 


Pastor of 


Pittsburgh, who gave the invocation. 
At the conclusion of the banquet. Presi 
dent Haupt first introduced the guests 
at the head table and numerous othe 


distinguished guests in the banquet hall. 


TESTED 
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He then introduced I. L. Brisbin, assist- 
ant treasurer of Girard Investment Com 
pany, a member of the association Ex- 
ecutive Committee and Board of Direc 
tors, and president of the National Con 
sumer Finance Association, and invited 
him to introduce the guest speaker. 
Mr. Brisbin presented Carl Taylor, pres 
ident of the Waukesha State Bank, 
Waukesha, Wisconsin, who spoke on his 
favorite theme, “America Tomorrow.” 
It was a ringing message on what has 
made America great, what is happening 
to our America today, and what individ 
ual Americans must do about it. 

The Committee on Local Arrange 
ments had assembled an intriguing ar 
Keen in 


attendance was 


ray of valuable door prizes. 
terest and sustained 
maintained by having the drawing for 
these prizes take place without notice 
at various times during the evening 
The unique feature of this meeting 
was the fact that, for the first time in 


association history, the supply of 
printed tickets was exhausted before all 
of the more than 400 guests assembled 
This indicates the success of the meeting 
and that the attendance exceeded the 


committee's expectations 


Rhode Island 


The annual meeting of the Rhode 
Island Association of Small Loan Com 
panies was held at the Sheraton-Bilt 
more Hotel, Providence, Rhode Island. 
on Thursday, January 26, 1950. com 
mencing with a dinner at 7:00 P.M 
Frank Poole called the 
meeting to order and introduced De 
Witt Paul, liaison director of Beneficial 
Management 


President 


Corporation as guest 


speaker. He discussed at length prob 
lems of the small loan business and its 
peculiarities. President Poole then in 
troduced, as speaker, Thomas 
Meehan, Director of Business Regula 
tion for the State of Rhode Island. who 


discussed in most 


guest 


interesting fashion 
the problem of the small loan business 
in the State of Rhode Island 

On motion duly made and seconded 
it was voted to dispense with the read 
ing of the minutes of the previous meet 
ing. Mr. Poole read the report of the 
Board of Directors meeting which was 
held earlier in the day and on motion 
duly made and seconded the report was 
ac epted 

President Poole called on Tom De 
chairman of the Educational 
Committee, for a report. Mr 


laney, 
Delaney 
reported on the recent death of Fred 
Lovegrove and recommended that a 
suitable memorial in the form of a dona 
tion to the Bridgeport Chapter of the 
National Heart Fund be made by the 
association in Mr. Lovegrove’s memory, 


and a proper notification of this action 
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be presented to Mrs. Fred Lovegrove. 
On motion duly made and seconded 
this recommendation was accepted. At 
Mr. Delaney’s suggestion the associa 
tion stood in silence for one minute in 
respect to Mr. Lovegrove’s memory. 

Mr. Martinson reported that at the 
Board of Directors meeting it was rec- 
ommended that the 1950 dues be re- 
duced. Mr. Martinson then made a 
motion that the dues for 1950 be 50¢ 
per $1000 on loans up to $300 and 
30¢ per $1000 on loans $301 to $1000, 
said dues being based on the actual 
balance as of December 31, 1949, and 
that all dues be paid by February 15, 
1950. This motion was duly seconded 
and so voted. 

The following Nominating Committee 
President Poole to 
nominate a Board of Directors for the 


was appointed by 


coming year: Vincent Deignan, H. Eric 
Austin O'Brien, Mr. 
Deignan to act as chairman. 

After a short recess, Mr. Deignan 
reported the following nominees for 
the Board of Directors: Thomas De- 
laney, Albert Martinson, Frank Hynes, 
George Delaney, William Coward, Alex 
Mure hie, Frank Poole. R. 4. DeBuceei, 


Henry Collinger. 


Levine, and 


As there were no further nominations 
from the floor, it was moved and sec 
onded that the nominations be closed 
and the Directors be accepted as nomi 
it was so voted. 

After a short recess Mr. Martinson re 
ported that the Board of Directors had 
elected the following officers for the 
Frank L. 


Henry 


nated 


year: President, 
Poole: Vice President. 
mond, Jr.; 


ensuing 
Drum 
Secretary, Joseph McLaugh 
lin; Treasurer, Vincent Deignan 
President Poole then appointed the 
chairmen of the various standing com- 
Education Committee, Thomas 
Auditing Committee, Frank 
Membership Committee, Joseph 


mittees 
Delaney: 
Hynes: 


Holman 


Economie Paradox 


We have a paradox 
that is bothering some far-planning citi 


contemporary 
zens. The fact seems to be that predict 
ing what is going to happen goes far in 
preventing the actual occurrence. If 
all economists predict a recession, we 
don't have one. It is placing the 
economists in a most undesirable and 
uncomfortable position We do not 
We have 


almost as many economists now as we 


pretend to know the answer. 


have investors and that may be one 
reason for the upsetting of a long 


established equilibrium 


u all Street Journal 


Service Real Basis 
Of Instalment Loan 
Volume 


There are no tricks or gimmicks that 
will produce instalment loan volume. 
Philip Woollcott, president of the Bank 
of Asheville, North Carolina, declared 
at the National Instalment Credit Con- 
ference of the American Bankers Asso 
ciation. 

“First, instalment loan volume must 
result from good service based on pleas 
ing the customer.” Mr. Woollcott said 
“Second. the world must be told about 
this service in advertising and solicita 
tion. Third, the customer must find the 
service equal to——or better than—the 
advertising. 

“Over and over again, studies of the 
instalment loan business indicate clearly 
and positively that most business comes 
by the recommendation of old custom 
ers. This in itself indicates the abso 
lute need of good customer relations as 
It is es 
phase of customer 


the primary productive force. 
sential that each 
contact be organized from the viewpoint 
of making it easy and simple for the 
customer to understand and handle his 
part of the deal, thus making him a 
pleased customer.” 
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Stating that advertising must be 
based on the conviction that the instal- 
ment borrower is the equal of any other 
customer, Mr. Woollcott continued: “In 
our advertising, we cannot patronize the 
prospective borrower by assuming that 
he is necessitous, ill paid, a poor man- 
ager. a fellow who needs a helping 
hand. We cannot assume that his need 
for a loan arises from his faults. By 
far the most universal cause for an 
individual's need for a loan is the simple 
fact that he gets a fixed amount of in- 
come each week or each month, where- 
as some of his major expenses occur 
in large annual lumps or at unexpected 
emergency moments. His situation is 
no different from that of our most sub 
stantial commercial customers. Let's be 
sure that every advertisement, every 
folder, every letter of solicitation seek- 
ing loans, is tested against our policy 
that the prospective borrower is just 
as important as our other customers and 
that his needs are no different from 
theirs.” 

Turning to the problem of collecting 
instalment loans, Mr. Woolleott said: 
“First. there must be a system of regu 
lar weekly notices to keep the accounts 
from getting past due to the point re 
quiring personal attention. These 
notices must be simple and to the point. 
They must be pleasant and give full 
information, 

“A system of past-due charges must 
be in vogue and enforced. Such 
charges. on a reasonable basis, do the 
double duty of acting as an incentive 
to the customer to pay more promptly 
and of providing income to offset the 
expense of collection. 

“When a loan goes beyond the prede 
termined notice schedule, it should be 
studied carefully by a qualified officer 
or collection manager. The bank must 
find out the cause of the delinquency. 
Someone in the bank must talk per 
sonally with the customer, preferably 
in the bank, and find out what the 
source of his trouble is. Understanding 
the customer's problems and working 
with him to find a solution are funda 


mental.” 
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PRINTING CALCULATOR“ 


It’s not often she puts in overtime now—that girl in charge of preparing 
daily statements. Since the unique Printing Calculator came into her 
life, with its faster 10 key keyboard and compactly arranged feature 
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The next few weeks 
may be the most important 
in your life 


Between May 15th and July 4th, you can make 
a move that may change your life, regardless of 
your age. During these seven weeks of the U.S 
Treasury's Independence Drive, you can lay the 
groundwork for making your fondest dreams 


come true. 

The next decade will be one of the greatest 
America has ever seen. The opportunity of a life- 
time will come to millions—it can come to you 


The opportunity to start your own business. To 


buy a share in the business you're now in. Even to 
take a job that pays less at the start—but has a 
tremendous future. 

Don't let your opportunity pass because you 


were financially unable to grab it! 


If you are not now buying U.S. Savings Bonds 
automatically, this is the time to begin. If you are, 
sign up for extra bonds. Sign up and buy up all 
you can. That golden opportunity in the 50’s may 
be the “one in a lifetime” for you—be ready for it! 
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